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Hockey moms across America and all hockey fans around
the world changed the way they watched the sport during the
2007–2008 season thanks to a partnership between the
National Hockey League’s (NHL) IPTV service company
NeuLion, Inc. and its partnership with content delivery
service provider BandCon.

The relatively young NeuLion, founded in 2004, wooed
NHL execs in 2007 with its ability to broadcast games
live and on-demand around the world. Fans could access
an integrated video portal on the league’s website,
NHL.com, allowing them to switch between live games,
on-demand highlights, behind-the-scenes footage,
clips from morning skate, and pregame and postgame
interviews and commentary.

Enter BandCon
Pulling the strings behind the curtain to help make this

deal happen was BandCon, the Orange County, Calif.-based
company that describes itself as a “major CDN buyer and
big-time aggregator.” The 9-year-old company provides a
one-stop shop for co-location, transit, transport, and CDN,
“all bundled together in a seamless solution,” says Mike
Flatin, BandCon’s COO and co-founder.

Because it is a Tier 1 ISP with co-location facilities in
the 10 largest cities in the world, BandCon was able to
reach across to the East Coast to support New York-
based NeuLion’s mission: helping companies that want
to reach target markets anywhere, anytime. By signing
with NeuLion, the NHL joined niche content providers
with viewership all over the map, such as Baseball
Cubano, the International Football League, Africast,
China’s KyLinTV, the Philippines’ ABS-CBN, Sky Angel,
and various other faith-based programs. These content

providers bring the content and do the marketing, and
NeuLion does the rest: encoding, content and sub-
scriber management, digital rights management, billing,
customer service, reporting, and delivery.

As for distributing the content worldwide, that’s where
BandCon comes in. Prior to partnering up with BandCon,
which was ranked as the eighth fastest-growing private telco
by Inc. Magazine in 2008, NeuLion had traditionally worked
with several CDNs to support the distribution of its video.
But as the company has grown, “so has our need for
streaming services,” says J. Chris Wagner, NeuLion’s
executive vice president of marketplace strategy.

That’s why the company began its search for a CDN
aggregator and zoomed in on BandCon. What NeuLion
needed to find was a company that could sell them a
competitively priced, high-quality, high-capacity delivery
service for NHL content. Simple enough, but to complicate
matters, the hockey season runs only 6 months of the year.

Hockey fans can access live
games, behind-the-scenes
footage, on-demand highlights,
and more atNHL.com.

This article is reprinted with permission from Streaming Mediamagazine, December 2008/January 2009.© Online, a division of Information Today, Inc.

Planning for Enterprise Webcasting Success

TUTORIAL: Improving Video Color Quality

REVIEWS: Datmedia Datpresenter, LSI Tarari
Encoder Accelerator, Gomez Active Streaming XF

THE HD CODEC

SHOWDOWN

E X
E

C
U

T I V
E

V
I S

I O
N

S

2 0
0 9

BandConNHL  1/29/09  4:51 PM  Page 30



So NeuLion was hoping to find a partner that would accept
the company for its interesting content and help it stream
that content cost-effectively by offering a special billing
model, which Ari Benowitz, BandCon’s CEO and president,
describes as “contract terms which are half or less than
what normal carriers are used to doing.”

Finessing the Model
At first, NeuLion asked BandCon to provide a quote on

transit “but not traditional transit,” says Flatin. Instead of
megabits-per-second-as transit is typically sold, NeuLion
wanted to buy it in gigabytes transferred. According to
Flatin, “They phrased it by saying the typical time that their
traffic was going to go down the network would be nights,
weekends, and stuff, when games are happening, which is
typically off-peak traffic hours for most networks.” So the idea
was that this traffic could fill the values of the ISP’s traffic
patterns and could then be priced aggressively as a service.

With that model in mind, BandCon provided NeuLion with
a quote. A few months later, the company changed its mind
and decided it would focus on its core strengths and let
BandCon focus on its own. Now, the plan was to roll out the
content traditionally using CDNs. BandCon leveraged its rela-
tionships with Internap, Panther Express, Limelight, and
others and went back to NeuLion with a smorgasbord of CDN
partners. With their support, BandCon was able to come up
with a model for NeuLion that gave the company as much
capacity as it needed, when it needed it, and at the right price.

“BandCon gave NeuLion the flexibility of working with
them as our single point of contact,” says Wagner. “We were
able to aggregate our streaming requirements with
BandCon, yet still take advantage of the multiple CDN
relationships BandCon was using so that we could get the
performance required to reach a global audience.”

Better yet, BandCon threw out the traditional hard-
coded billing system used by most CDNs so that during
the off-peak, off-season period, “their bill was put on the
back burner, so to speak,” says Flatin. “So they could buy
the service where they used what they wanted when
they wanted it, and the months they didn’t use it, they
didn’t necessarily have to pay for it.” This is an unorthodox
model compared to that usually offered by public CDNs,
which tend to be “very monolithic in their thinking,” according
to BandCon. “Simply said, we got one rate but could move
our video anywhere in the world,” says Wagner.

“We are a major CDN buyer and a big-time aggregator,
so our unit price was very attractive to NeuLion, by
buying all these products from a single vendor, instead of
having a, say, $5,000-a-month contract with them. With
multiple providers … $5,000 a month with four providers
is a lot different from $20K a month with one provider in
that you build bigger economies of scale,” says Benowitz.
“But there was an immediate flexibility problem that we
had to solve for them,  ‘I need a lot of CDN during the
winter and not a lot of CDN during the summer, and how

do I do that without burning cash and without spending
more than I need to get that flexibility from a partner?’ So
we put our heads together and came up with a unique
contractual scenario that allowed them to get one of the
finest CDNs out there (Limelight), especially for
Windows Media Live but still do that at a great price with
a flexible billing solution.”

Growing Together
Since August 2007, the relationship between the two

companies has matured. “I think when they first
approached us, they didn’t realize how easy it is to
move a lot of traffic in strange ways if you have the right
carrier behind you, which is what I think we really
solved for [them]," says Flatin. That said, the CDN is
really only a portion of what NeuLion now does on the
BandCon network, which offers a laundry list of services
that the company continually adds to. Ultimately, BandCon
is looking to change more than the way hockey moms
watch sports.

“We are looking to build a much larger, more robust
network than we even have today,” Benowitz says. This
seems to be going as planned, as the company has
forged relationships with many other Web 2.0 players, such
as MySpace, Imeem, Revver, Skype, and The Weather
Channel. “We very much embrace carrier-neutral
co-location and push peering as the wave of how we
believe networks should interconnect in the future.”

All of this goes to show that with the right partner, the
right technology, and the right price, companies with
diversified competencies, such as NeuLion and
BandCon, can bring innovation to the marketplace.

Elizabeth Avery-Merfeld (www.lizwelsh.com) is a freelance writer
based in Madison, Wis. 
Comments? Email us at letters@streamingmedia.com, or check the
masthead for other ways to contact us.
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